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I - MANAGEMENT (Administration) cont'd 





SEVEN REPORTS MAKE LIFE EASIER AT M.S. GINN. Three years ago Marsh Marshall was 


worried. His company's sales were going up; profit was not. Then EDP entered the 
picture. January, 1969, pages 46-54. 


WHOLESALERS: FRIEND OR FOE? More dealers are buying more now from wholesalers. 
Many are doing so because of choice, some because of necessity. They tell their 
reasons--and also voice their criticisms. March, 1969, pages 36-39. 


THE RISE OF THE MIDDLEMAN. An introspective examination by wholesalers shows they 
have gained confidence in themselves and now seek the respect and support of our 
industry as an equal third partner. March, 1969, pages 39-44. 


VIEW FROM THE FACTORY. The wholesaler's role is increasing and is becoming better 


defined, say the manufacturers, many of whom do not deny they still want and intend 
to keep the large-volume user. March, 1969, pages 44-46. 


MACHINE WHOLESALING: A DIFFERENT KIND OF DEAL. A Chicago-based office machines 
wholesaler scrutinizes the nuts and bolts of his business, the whys behind its 


increasing growth, his problems as a sometimes unwanted middleman. March, 1969, 
pages 47-49. 


FURNITURE LURCHES UPWARD. Furniture dealers have their share of problems, but few 
will say that business is anything but great. OA's Committee of 100 members discuss 
some of the trends. May, 1969, pages 56, 92-94, 96. 


WHO'S THREATENED BY NATIONAL ACCOUNTS? National account selling and the pros and 


cons of it, is a complex issue. To discuss it and what it means to dealers, QA 
summoned the collective wisdom of its Committee of 100. June, 1969, pages 52-56. 


II_ = SALES & SALES TRAINING 





THIRD QUARTER SALES SHOW GAIN OVER ‘67. Optimistic outlook for immediate future 
indicated. January, 1969, pages 126-127. 


COULD YOU FILL AN ‘INSTANT OFFICE’ ORDER? A customers crisis generates fast action 
from the dealer. Result is a big order. January, 1969, page 20. 


DETERMINE SALESMEN'S COMPENSATION ON GROSS PROFIT, The Problem-Solver digs into 
one of the touchiest areas of dealer operations and comes up with some sensible 
suggestions. January, 1969, pages 28-30. 


TREAT THE SMALL CUSTOMER THE SAME AS THE BIG. Don't neglect those small customers 
for many times they will lead to something big. February, 1969, page 16. 


COMMUNICATE BETTER--WRITE IT, DON'T SAY IT. Want to get a point through to employees 


and suppliers that will remain? Put it in writing and watch the results. February, 
1969, pages 26-28. 


NEW PRODUCTS PUMP LIFE INTO DEALER SALES. Dealers on OA's Committee of 100 review 
the new products which have come out in the past year and cite the ones which have 
caught on in their areas. February, 1969, pages 34-38, 108-110. 
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II = SALES & SALES TRAINING - cont'd 


INSIDE STORY ON HOW HOT PRODUCTS ARE BORN, The manufacturers of some of the hot 
new products tel! how they were developed and promoted, and why they think they 


have been successcul in gaining the necessary customer acceptance. February, 1969, 
pages 39-43. 


"SELLING EVERYTHING' IN MONCKS CORNER, Ability to sell everything during past dozen 


years has brought more business to the door of Office Supply Co. February, 1969, 
page 106, 


IF '69 LOOKS FINE, '79 SHOULD BE SUBLIME. A sales manager expresses high hopes for 


the future, regardless of any competition or changes that might occur. March, 1969, 
page 106. 


DON'T DOWNGRADE THE KIDS-GET WITH THEM, In “The Salesman's Corner" Jim Hartmann, 
general manager of Educational Supply Co. gives example. April, 1969, page 36. 


BONUS PLANS FOR THE STORE MANAGER. The Problem Solver answers the question, "What 
can you tell me about profit-sharing or percentage type of remuneration for managers 
of office equipment and supply stores? April, 1969, pages 38-39. 


HOW TO USE YOUR PERSUASIVE POWERS, OA's Creative Selling editor gives a self-improve- 
ment checklist which salesmen will find most helpful. April, 1969, page 44. 


DEALERS CRY TOO MUCH} Straight talk from a guy who recruits all the time. April, 
1969, pages 59-61. 


HOW TO FIND GOOD SALESMEN, Coping with dealers most critical personnel problen., 
April, 1969, pages 62 ,63,88,90,93,96. 


MOTIVATION IS THE NAME OF THE GAME, Getting a man on the job is just the beginning... 
April 1969, pages 64-67. 


WHY DON'T DEALERS BUY ‘EM? NOPA has personnel programs coming out of its ears. 
April, 1969, pages 68-72. 


DEALER EXECS PROBE INDUSTRY'S DEEPEST ILLS, People problem rates near the top. 
April, 1969, pages 73-77, 80-81. 


ENID GROWS ITS OWN SERVICEMEN, Machine dealers search desperately for backshop 
help. April, 1969, pages 78-79. 


& . .sLE FEAR HELPS BUILD SALES EXCELLENCE, Howard (Buddy) Smith, Smith's Office 
Supply in Gainesville, Fla., says his sales growth amazes hin. 


PRE-SELLING CAN PREVENT WASTED EFFORT, Veteran Frank Schubert tells how pre-selling 
helped him. May, 1969, page 32. 


*EYEBALL' CONTROL IS NO LONGER ADEQUATE, Consultant Ken Sprague gives tips on 
setting up necessary departmental records. May, 1969, pages 38-39. 


NEW BUSINESS IDEAS FOR GO-GETTERS, OP's Creative Selling editor tells of Americans 
on the move. May, 1969, pages 42-44. 
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II - SALES & SALES TRAINING - cont'd 





BUSINESS COMES FROM ALL CORNERS, A Boston dealer ships furniture to customers 
throughout the world. Much of the success of this 20-year-old company is due to 
its designers, May, 1969, pages 58-63. 


UPGRADING OFFICE FURNITURE DEALERS. A report on the NOPA-BEMA Seminars. May, 
1969, page 64. 


DON'T LET 'ROTTEN APPLES' STEAL YOU BLIND, Pilferage is the bane of every profit- 


making organization and “honest™ employees are often the biggest cause of it. 
June, 1969, page 36-38. 


SUMMERTIME SELLING CAN BE REWARDING, There is no reason that summer months be 
"let down" months in..terms of sales and profit. Using a reasonable and imaginative 
plan, this season can be surprisingly productive. June, 1969, pages 42-45. 


THE ODDS WERE AGAINST SUNCOAST. Short of everything but determination, Howard Cook 


tells of his struggle to keep his business alive. Seven years ago he couldn't get 
a bank loan - until he discovered SBA. June, 1969, pages 60-61, 64. 


III - Merchandising 


A, Advertising & Promotion 








LAST CALL FOR NOPW, This nationwide promotion starts in a couple of weeks. There's 


still time for dealers to get in on this big volume builder, January, 1969, pages 
56-59 . 


FIGHTING THE PAPER WAR, Oxford Filing Supply Co. produces film showing how to combat 
the paper explosion. February, 1969, page 50. 


BENEFITS OF LEASING, Furniture and equipment by dealers is making inroads. Customers 
find it conserves capital. February, 1969, pages 100-103. 


HERE'S AN ITEM TO PRODUCE EXTRA BUSINESS. An Ohio dealer tells how he has picked up 
extra sales with a new product that is not in our field, but it can be sold to many 
customers of a dealer. March, 1969, page 18. 


SO YOU'RE TALKING--ARE THEY LISTENING? Effective communications are essential to 
the success of an organization. Here's a yardstick to measure the effectiveness of 
yours, and examples of which should be written. March, 1969, pages 28-30. 


B, Store Layout & Display 





TWO BUSINESSES IN ONE, They said it couldn't be done, but this "Girl Friday" did it. 
January, 1969, pages 116-118. ‘ 


FINGER SUCCEEDS WITH ANOTHER MALL STORE, Business booms in new location. January, 
1969, page 131. 


SHOWROOM DISPLAYS THE LANDSCAPED EFFECT, Art Metal achieves dual purpose in its 
New York display area. January, 1969, page 132. 


A DEMOCRATIC OFFICE, An American concept of office landscaping. May, 1969, pages 
74-77. 
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IV = MARKET RESEARCH 





EDP TAG CAN SELL A BOX OF ROCKS, Three Wilson Jones executives who have spent 
ten years telling dealers how to get into the selling of data processing supplies 


and accessories discuss the current state of affairs in this high-potential market. 
January, 1969, pages 38-45. 


THIRD QUARTER SALES SHOW GAIN OVER '67, Optimistic outlook for immediate future 
indicated, January, 1969, pages 126-127. 


CANADIAN SURVEY SHOWS BRAND NAMES' IMAGE AT LOW EBB, April, 1969, pages 152,154, 
156,158,160. 


V_=- PRODUCT DATA 





NEW PRODUCTS PUMP LIFE INTO DEALER SALES. Dealers on OA's Committee of 100 review 


the new products which have come out in the past and cite the ones which have caught 
on in their areas. February, 1969, pages 34-38, 108-110. 


INSIDE STORY OF HOW HOT PRODUCTS ARE BORN, The manufacturers of some of the hot 
new products tell how they were developed and promoted, and why they think they 


have been successful in gaining the necessary customer acceptance. February, 1969, 
pages 39-43, 


MACHINE WHOLESALING: A DIFFERENT KIND OF DEAL. A Chicago-based office machine 
wholesaler scrutinizes the nuts and bolts of his business, the whys behind its 


increasing growth, his problems as a sometimes unwanted middleman. March, 1969, 
pages 47-49, 


VI - OFFICE DESIGN 





SOCIO-PHYSICAL DESIGN'S BLENDING OF ART, SCIENCE, New movement merges science and 
art to create a total environmental system. May, 1969, pages 80-85, 


BUSINESS MENU SERVED WITH A WOMAN'S TOUCH. Seeking to develop more direct contact 


with clients, Silver's went after the gals behind the big executives with a unique 
noontime treat. May, 1969, pages 88-90. 


TWO-CONCEPTS IN ONE SHOWROOM, Designer creates a showroom especially fitted for 
both office landscaping and conventional lines. May, 1969, pages 106-107. 


WHY RYAN 'TOWERS' NEAR DUBLIN, One of Ireland's biggest furniture firms found itself 
squeezed in space and unable to expand. Today, the company has showrooms as impressive 
as any you will find. June, 1969, pages 106-109. 


VII - INDUSTRY SHOWS AND MEETINGS 





HAWAII IS SITE OF TRI-DISTRICT NOPA MEETING. January, 1969, pages 128-130, 


MERCHANDISE MART WILL HCST NEOCON, First National Exposition of Contract Interior 
Furnishings, May, 1969, pages 99-104. 
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VIII - FOREIGN SHOWS AND MARKETS 





DEALERS, REPS, GUESTS ENJOY VISIT TO JAPAN, Trip to the Land of the Rising Sun 


by dealers gave them opportunity to witness development of Japanese office machine 
industry. February, 1969, page 104. 


JAPAN'69 - A SPECIAL REPORT, This special section features a review of Japan's 


rapidly expanding business machines industry, an article on its steel furniture 
industry and new products available. June, 1969, pages 65-70. 


IX = MISCELLANEOUS INDUSTRY NEWS 





DICK WALSH RECEIVES INDUSTRY'S TOP HONOR, Richard J. Walsh of Phoenix, Ariz., has 


been chosen for the "Office Equipment Dealer of the Year" for 1968 by OA, February, 
1969, pages 44-47, 


FOUR OFFICE PRODUCT MAKERS RECEIVE POPAI AWARDS. Four prominent manufacturers of 


office products are among the winners of the annual awards presented by POPAI, 
March, 1969, page 105. 
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I_- MANAGEMENT (administration) 





INTERNAL CONTROLS TO KEEP YOUR EMPLOYEES HONEST, This article deals with office 
cash and merchandise theft, both of which are just as tempting as money from the 
cash register to the dishonest employee. July, 1969, pages 38-40. 


BUSINESS IS HUMMING IN RECON, RENTAL, REPAIR. Three ex-IBM employees who operate 
a Chicago-based electric typewriter business have no doubt that their product is 
as good as any on the market today. July, 1969, pages 63-65. 


SHOULD YOU HAVE YOUR OWN DELIVERY SERVICE? Problem-Solver discusses all of the costs 
to be considered by a dealer in determining whether it is better to make his own 
deliveries or use an outside service, August, 1969, pages 26-28. 


THE CARE AND FEED OF 'CITY HALL.‘ The government market -- local, state and federal -- 
continues to grow and some dealers manage to sell it, despite the headaches involved. 
This is the story of a dealer who profits in it. August, 1969, pages 44-49. 


CRANE'S KNOWS WHAT GOES IN 'DINKY-TOWN'. By adapting to changes and demand, a 
Minneapolis dealer still profits in the school supply market, unlike many of his 
colleagues across the country who have given up on it. August, 1969, pages 53-55. 


PLUG INTO EDP FOR $1,000 MONTHLY. It may soon be possible for any dealer in the 
country, no matter his size, to enjoy the benefits of electronic data processing 
for as little as $1,000 monthly and With No Expensive Investment In Hardware. 
September, 1969, pages 46-57. 


A LIVING SHOWROOM IN THE HEART OF BOSTON, M. Brown, Inc., recently unveiled its 


startling new Office Design Center; the entire design world must now make way for 
the "living showroom." September, 1969, pages 58-65. 


JIM AYRES: NOMDA'S MAN ON THE MOVE, ‘Jim Ayres, the 43-year old energy source that 
is the association's new president, talks about his plans for NOMDA, problems of the 


industry, the Hart Bill, GSA and the future of dealers, September, 1969, pages 
128-131. 


NOPA'S NEW PRESIDENT SPEAKS OUT, Anyone looking for Jack Macauley to initiate a 
lot of new programs designed for every little factions wants better think twice. 


He plans to upgrade the association's present programs first. October, 1969, pages 
66-69. 


CUTTING FREIGHT COSTS, Here's one pickle that traps manufacturers and dealers alike 
and has them both signing the same ‘blues’ tune. The small shipments dilemma is a 
problem that now has an answer, December, 1969, pages 73-77. 


II - SALES & SALES TRAINING 





‘THE HARDEST PROBLEM I EVER HAD.' The customer went for the salesman's idea 


immediately, but the sale hinged on‘ the tough problem he then gave him. July, 1969, 
page 32. 


SALESMAKERS MUST KEEP PACE WITH INFORMATION EXPLOSION, Just. how does the salesmaker 
keep himself currently informed about fast-changing market conditions, product improve- 
ments, new shifts in customer tastes and product preferences? July, 1969, pages 42-47. 
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II - SALES & SALES TRAINING - cont'd 





MACHINE SELLING-ITS PROSPERITY, ITS PITFALLS. The office machine business is riding 


a high crest of prosperity; it will continue says OA's Committee cf 100, but not 
without accompanying problems that will have to be solved. July, 1969, pages 54-57. 


SELLING ELECTRONIC CALCULATORS IS EASY. An Illinois dealer has been profiting in 
the electronic calculator market for the past year and a half. It's easy the way 
he does it and he tells how. July, 1969, pages 58-62. 


PERCENTAGES SPELL GROWTH AT JAY DUPLICATING. There is little argument that the 
copy-duplicating markets are among the fastest growing in the industry, according 
to James Herwarth, who heads a fast-growing Detroit business. July, 1969, pages 66-70. 


HOW TO GET THE MOST FROM YOUR AD DOLLAR, In spite of a growing sophistication among 
smaller companies, getting the best advertising for the dollar still remains some- 
thing of a mystery. John W. Herdegen, president of the Herdegen Co., sheds some 
light on the subject. July, 1969, pages 118-120. 


THE HABITS THAT LEAD TO SUCCESS IN SALES. Good habits are the ones to develop if you 


want to be successful in selling. Top salesmen describe theirs. August, 1969, pages 
30,31,34-35. 


YOU CAN SELL SMALL ACCOUNTS BY PHONE. NOPA's "Selling by Telephone" handbook offers 
a practical, profitable method of handling low-volume accounts. August, 1969, page 86. 


DEALER FEATURES FORERUNNERS OF ELECTRONIC AGE, Ward Harris, Inc., San Francisco-based 
distributor of Edison Voicewriter dictating machines. August, 1969, pages 90-91. 


HOW TO CAPITALIZE ON SECRETARY POWER, There are many ways that the smart salesman 
can help secretaries and thereby add to his business. August, 1969, pages 92,94. 


THE FLEXIBLE RESPONSE CONCEPT, Flexible office layout and special furniture design by 
Bernard Soep Associates of Boston. August, 1969, page 98. 


ROSA'S CLEANS UP IN CLEANING SUPPLIES. Rosa's added line of janitorial products. 
August, 1969, pages 100-101. 


A DEMONSTRATION IN DETERMINATION, The sale of a typewriter that was unforgettable. 
September, 1969, page 16. : 


SOLVING THE PROBLEM OF FURNITURE LOANERS. Ideas to help eliminate or reduce the’ 


loaning of furniture when a customer wants something to use with his new furniture 
on order arrives, September, 1969, pages 24-25. 


LEARN TO STIMULATE ALL SENSES OF THE PROSPECT. The mind of every customer/client/ 
buyer is a blank until he senses something. September, 1969, pages 30,31,34-35. 


THE COMPUTER THAT THINKS IT KNOWS HOW TO SELL OFFICE FURNITURE. Sometimes success 
is in the cards--computer cards, that is. When it comes to selling office furniture 


the success of A. Blank, Inc., New York, is punched into the cards each and every day. 
September, 1969, pages 66-70, 
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II - SALES & SALES TRAINING - cont'd 





FILMS ARE SALES PRODUCERS. September, 1969, page 210. 


ROBERTS' RULES OF CREDIT SELLING. Cutting credit losses to the quick is a matter of 
policy and practice for a dealer in Kansas. September, 1969, pages 212-213. 


EFFICIENT CREDIT SYSTEMS AREN'T ACCIDENTAL, Credit and collection systems work if 


there is sound planning, constant attention and relentless follow-up. September, 
1969, pages 216-218. 


UNDERSTANDING THE CUSTOMER'S POINT OF VIEW, To get more than your share of the 
business, you must offer a true service says John Kanzlemar, sales manager of 
Melbourne Office Equipment Co. September, 1969, pages 220-223. 


MAKING THE IMAGE MEN, Clothes may not make the man but they can make people pay 


more attention to him, says Larry Bailey at Peninsula Office Equipment, Salinas, 
Calif. September, 1969, page 227. 


SERVICE IS THE NAME OF THE REPEAT GAME, Miller-Howard's service policy keeps 


manager N.B. Buckley busy checking repeat sales records. September, 1969, pages 
229-231. 


A SHORT COURSE ON A YAWNLESS SALES MEETING. How do you keep getting the most out 
of sales meetings? Here are the experiences of a number of firms which did some- 
thing about their own specific problem in this area. September, 1969, pages 233-238. 


AD CAMPAIGN TRIPLES DUPLICATOR SALES. Special ad campaign put on by Elliott Office 
Supply Co., in Amarillo, Texas had great results. September, 1969, pages 315-316. 


PRICING AN ORDER,..WHERE AND WHO? Problem-Solver discusses the whys and hows of 


who should price an order and gives some solutions to a dealer's question. October, 
1969, pages 14-16, : 


SETTING UP A GOOD COLLECTION PROGRAM, Problem-Solver discusses the whys and hows 


of setting up a policy for collection of receivables when payments lag. November, 
1969, pages 24-25. 


INCREASE SALES WITH THESE FIVE TECHNIQUES. Ever used electronic salesmanship? OA's 


Creative Selling column tells you how to use this and four other selling techniques. 
November, 1969, pages 32-39. 


TEN TIPS TO INCREASE SELLING TIME, Time, OA's Problem-Solver says, is the salesman's 
most important asset. There's a difference between selling time and working time and 
Ken Sprague offers tips on saving selling time. December, 1969, pages 16-18. 


‘ONE TODAY IS WORTH TWO TOMORROWS'. The busy holidays are upon us once again and 


OA's Creative Selling column has some hints on how to capitalize on them, December, 
1969, pages 22-28. 


III - MERCHANDISING 





A. Advertising & Promotion 





YES SANTA REALLY DOES EXIST. Special catalogs are part of the extensive promotion of 
leading dealers who tap the rich market for gifts during the Christmas season -- and 
they feature many stock items. August, 1969, pages 50-52,96. 
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III - MERCHANDISING = cont'd 





MARKETING--INSEPARABLE HANDMAIDEN TO PROMOTION, An expert in promotions discusses 
the relationship of marketing to all forms of promotions in a kick-off to OA‘s three- 
issue "Promoting for Profit" editorial package. October, 1969, pages 44-45. 


PROMOTION STARTS WITH P,R. Minneapolis dealer Robert S. Jerue was faced with a 
communications problem--his answer: a public relations program. October, 1969, 
pages 46-50. 


MATCHING MEDIA TO MARKET. Five dealers tell why they tie their marketing programs 


to radio, television, billboard, drect mail or newspaper advertising. October, 1969, 
pages 51-57. 


HOW TO SELECT AN AD AGENCY. Selecting an agency is no hit-or-miss proposition. 


PBSW of Arizona found the right agency via the right selection method. October, 
1969, pages 58-60. 


DEALER-AGENCY RELATIONSHIPS. Flournoy & Gibbs advertising agency sunk the dealer's 


valued Viking ship and set sail on a new marketing course for profits. October, 1969, 
pages 61-63. : 


THE PUZZLING WORLD OF CO-OP ADVERTISING. An exclusive in-depth OA study probes manu- 
facturer and dealer complaints, asking are they fact or fiction? Is it an unpopular 
law that the FTC mst enforce which is the real villain? November, 1969, pages 46-53. 


A $100,000 UNDERSTANDING. Do manufacturer promotions really lack imagination and are 
they really run on a "shoe string"? The “Gasshuku" at the Playboy Club-Hotel was 
anything but unimaginative or cheap. November, 1969, pages 54-57. 


THE MIDDLEMAN HELPS MOVE MERCHANDISE, Wholesalers want you to sell as much as you 


can sell, And they're out promoting to help you do just that. November, 1969, 
pages 58-62, : ; 


IF GODFREY CAN'T SELL, NOBODY CAN} Humble Harve, Bob Dylan, Daddy-O0-Daylie, The 
Rolling Stones, Arthur Godfrey and office products are to say the least a strange 
mix, But they sell for dealers across the country. November, 1969, pages 63-65. 


AD ROUNDUP PROMO '70. Manufacturers want you to sell, too. OA invited them to use 
the pages of this issue to tell their promotion story. November, 1969, pages 66-70. 


THE SIGN OF THE GOLD PAPER CLIP. An imaginative and extensive promotional program, 
starring the trusty paper clip, has been a big factor in the rapid growth of the 
Office Services Co, December, 1969, pages 36-43. 


IT TAKES HEAP PROMOTING TO REACH TOTEM'S TOP, Many moons pass since Chief Orv and 
this group of suburban dealers first met to exchange ideas on promotions and in the 
process create a little good fellowship. December, 1969, pages 44-49, 


DEALER'S AD VEHICLE GEARED FOR MILEAGE, Just as there is more than one way to skin a 
cat, there is more than one way to get your advertising seen. We know a dealer who 
has one ad that gets about 1,600 miles to the month. December, 1969, page 49. 


AD CAMPAIGN BUILT ON 'RECIPS', What's a "recip"? Well, bartering, or trading or 
reciping have been around for a long time. And for the Frank Wolf Co. the word 
“recipes” means free advertising. December, 1969, pages 50-51. 
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B. Store Layout & Display 





SHEPHERD OPENS NEW PLANT, Just opened recently was the newest and most modern plant 
in the worldwide Shepherd Casters network. July, 1969, pages 106-109. 


KNOLL OPENS NEW SHOWROOM IN BOSTON, Knoll Associates unveiled its new 3,500 square- 
foot Boston showroom with a series of evening receptions for dealers, designers and 
architects, July, 1969, pages 122-123. 


DISPLAY CAN TURN 'LOOKERS' INTO BUYERS, Interior Displays--The Magic Wand? September, 
1969, pages 138-139. 


ON REACHING THE VERGE OF TERMINUS, United of Omaha reported 35% increased filing 
space with new system. September, 1969, pages 309-311. 


IV_- MARKET RESEARCH 





MACHINE SELLING-ITS PROSPERITY, ITS PITFALLS. The office machine business is riding 
a high crest of prosperity; it will continue says OA's Committee of 100, but not 
without accompanying problems that will have to be solved. July, 1969, pages 54-57. 


PERCENTAGES SPELL GROWTH AT JAY DUPLICATING. There is little argument that the copy- 
duplicating markets are among the fastest growing in the industry. according to James 
Herworth, who heads a fast-growing Detroit business. July, 1969, pages 66-70. 


SALES INCREASE FOR 91% OF NOPW DEALERS, An impressive number of dealers enjoyed 
increased sales from NOPW in '69 -=- some increases ranged up to 33%. It's action 


time for dealers who want to record NOPW sales history in 1970. November, 1969, 
pages 117-118, ‘ 


V_- PRODUCT DATA 





AD CAMPAIGN TRIPLES DUPLICATOR SALES, Special ad campaign put on by Elliott Office 
Supply Co., in Amarillo, Texas, had great results. September, 1969, pages 315-316, 


VII - INDUSTRY SHOWS AND MEETINGS 





IT'S CONVENTION TIME FOR NOMDA, Preview of the upcoming NOMDA Show in Houston. 
July, 1969, page 100, 


NOPA TAKES A LOOK AT THE DECADE AHEAD, The meatiest program in NCPA's history 
will unfold at the Conrad Hilton September 24-27. September, 1969, pages 71-73. 


PLAN NOW FOR '70 NOPW, Dealers participating in National Office Products Weeks 


report 12% increase in sales as industry prepares for next year's push. October, 
1969, pages 73-74. 


VIII - FOREIGN SHOWS AND MARKETS 





ANOTHER HIT AT HANOVER, Kurt Vasen reports on the new office machines that were 
introduced at the recent Hanover Fair. July, 1969, pages 102-105. 
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IX - MISCELLANEOUS INDUSTRY NEWS 





* 


SCHOLARSHIPS SOLVE DEALER'S GIFT PROMOTION, The customers of Halsey & Griffith, 
Inc., West Palm Beach, Fla., office products dealer, will be helping Elizabeth 
Curtis through college this year. July, 1969, pages 110-111. 


ROYALMETAL ANNOUNCES DESIGN CONTEST WINNERS, Richard A. Richards, a June graduate 
of New England School of Art, has won the $500 first prize in Royalmetal Corp.'s 
1969 design competition in which students from more than 30 universities and colleges 


submitted plans for creating and furnishing an office landscape. August, 1969, 
page 82. 


MEXICAN FIESTA FOR NOPW SWEEPS WINNER, December, 1969, pages 78-110. 

















